To study the cognitive mechanism and behavioral law of trust among cooperative innovation partners in small and medium-sized enterprises based on ERP. Based on the economic environment, reputation and interpersonal relationship, when factors change, the investment decision behavior of decision-makers and the cognitive process of information stimulus are investigated. When decision makers are faced with positive information stimulus, the difference in individual risk preference is significant in the P3 amplitude, indicating that the difference in individual risk preference has a low impact on the decision-making attitude caused by positive information. Both high-risk seekers and low-risk seekers expect high investment and believe that there will be high returns. Both experimental data and EEG data show that the behavior of collaborators in the process of cooperation exerts an impact on the trust and investment behavior of investment decision makers.
Introduction
According to statistics, college graduates in China have reached 6.8 million in 2012 and there is a rising trend. How to increase employment, enhance the capability of independent innovation and quickly transform the mode of economic growth has become the key to getting rid of this crisis. The turbulent and volatile economic situation has increased people's investment risks and has invisibly hindered the implementation of entrepreneurial activities. The empirical statistical analysis (the GEM Global Entrepreneurship Monitor 2003 -2011 shows that the entrepreneurial activities in China is extremely unbalanced among different regions and the overall entrepreneurial activities are in a downturn period (Holt et al., 2002) . The reason for this phenomenon is mainly due to the fact that people are not willing to act rashly because of the impact of resources and turbulent economic environment. The current situation has increased entrepreneurs' expectation of risk. As a result, partnership entrepreneurship that can effectively disperse risks and integrate resources have become the choice of many people with entrepreneurial intention. Through the review of extensive literature, it is found that people tend to pay more attention to the exchange of tangible interests in partnership entrepreneurship, while ignoring the exchange of intangible trust with equal importance (Lévy-Garboua et al., 2012) . It is the breakdown of trust relationship that ultimately leads to the failure of partnership entrepreneurial activities. Trust is not a cooperative behavior among partnership entrepreneurial investors, nor the willingness to take risks. It is a potential psychological state that directly determines the behavior of investors in partnership entrepreneurship, as is shown in Figure 1 :
Some scholars have proposed the difference between entrepreneurs and capitalists and the main difference is that entrepreneurs are the risk bearers and that they are the creators of value rather than simply the owners of surplus value (Johansson-Stenman, 2010) . Researchers add the decision-making behaviors to the concept of entrepreneurs, believing that entrepreneurs are not only taking risks in the uncertain environment, but also making risk decision behaviors in this uncertain environment. Some people have made a new definition of the function of entrepreneurs, believing that entrepreneurs are innovators in terms of function. "Innovation" can solve the internal contradictions of market economy and thus enable entrepreneurial activities to develop. They find that the entrepreneur's traits are "sensitivity" and only those who are keenly aware of market opportunities can become entrepreneurs.
With the development of psychology in the field of management, a group of scholars have started to describe entrepreneurs from the perspective of their psychology, personality and personal characteristics, such as their risk propensity, leadership style, success needs and independent needs (Ross, 2010) . The description of entrepreneurs' characteristics mainly includes: personality traits, independent traits, innovative qualities and the pursuit of development (Ross, 2010) . And Researches have been conducted on the psychology of entrepreneurs wishing for rapid growth. It is thought that the characteristics of entrepreneurs that people have concluded are necessary but insufficient conditions for a person to become an entrepreneur. This paper uses the trust game experiment and event-related potentials to provide behavioral data and physiological data for the analysis of the cognitive process of trust and the formation process of decision-making and to provide theoretical basis for the construction of the relation model of each influencing factor. Through the above analysis, it is found that there is a complex and influencing relationship in the cognitive mechanism and the behavioral law of trust among entrepreneurs in partnership entrepreneurship. These influencing relationships will ultimately determine the success or failure of partnership entrepreneurial activities. Therefore, through the researches on the cognitive mechanism and behavioral law of trust in partnership entrepreneurship in China, this paper seeks ways to enhance trust and selects reasonable entrepreneurial cooperation behaviors to promote partnership entrepreneurs moving towards steady development. The research in this paper will play a positive role in China's entrepreneurial activities and accelerate the pace of economic transformation in China.
Methods

Experimental design
Three significant factors are selected: economic environment, reputation and interpersonal relationship. When factors change, the investment decision behavior of decision-makers and the cognitive process of information stimulus are investigated.
The Berg's trust game experiment is adopted and the decision-making capital of the subjects is 100 yuan (taking 5 as the unit). After the prompt of stimulus information, the subjects select the amount of investment from the 100 yuan to the other party according to their own judgment. The E-prime language program is used and RMB Y will be given to the investor as the return on investment. Y represents the credibility level of the party and the value range of Y is designed to vary from 0 to 3X by using the computer language program. The order design Y varies from 0-3X (Anderson et al., 2008) . The subjects will be given cognitive prompts about relevant information. In the first decision, they will only make judgments based on information prompts. In the investment process, the computer will give the following three kinds of feedbacks: (1) All rounds of investment are profitable (positive feedback). That is, regardless of the prompt information, the investor will be given a higher return than the investment; (2) All rounds are deficit (negative feedback). That is, regardless of the prompt information, the investor will be given a lower return than the investment. (3) Return-deficit type (interleaving return). After the first investment, the investor win returns. If the investor's next round of investment is less than the previous round, it will be a deficit situation; if the investor's next round of investment is greater than the previous round, it will be a profitable situation (The design program combination is shown in Table 1 ). During the investment experiment, the N2 and P3 components of the subjects' brain wave are monitored. Before the decision-making of the subjects, the E-prime will be used to program, run, give information prompt and collect data of the experiment. Firstly, the subjects input the number and 500ms after the confirmation, the information prompt will be presented for 6000ms (1000ms=1s). Then, the investment decision interface will be presented for 1500ms. After inputting the investment amount, the return of the investment will appear. The next information prompt will be presented after 3s. The rest can be done in the same manner and finally the subjects need to confirm the closure (Karni, 2009) .
Experimental research on the influencing factors of cooperative decision-making behavior
After the grouping of risk preference, the first investment amount of the subjects is derived from the prompt of risk information. Through the ERP component, the decision-maker's cognitive process and decision-making attitude toward the considering factors of trust are studied. Different considering factors of trust make decision makers have different cognition and attitude toward partners and thus it will be reflected in the difference of investment amount and EEG components (Antoniou et al., 2015) . Different risk preferences will make decision makers have different cognition and attitude towards the same risk information and thus it will be reflected in the difference of investment amount and EEG components. The feedback level of the collaborators shows their credibility and the return on investment will change the cognition and attitude of the decision makers to the other party. Therefore, it will be reflected in the difference of investment amount and EEG components
Results and discussion
Behavior results
The risk preference questionnaires and RPI calculation methods are used to measure the risk preference level of the subjects and the statistical results are shown in table 2: According to the design of the experiment, the subjects will receive the stimulus of considering factors of trust before the first round of decisionmaking, namely sending an information signal. The decision-makers will make a psychological expectation on the credibility of the other party eISSN 1303-5150 www.neuroquantology.com after the information processing. That is, the investor may benefit or there will be risk signals suggesting potential loss. Due to the fact that there is no effect of feedback modes, the first round of investment amount is solely based on the individuals' cognitive judgment of the information. Therefore, the first round of investment explains to some extent, the impact of different information on the investment decision (Schmidt et al., 2014) . (The investment amount of high and low risk preference under different information cognition is shown in Table 3 ).
EEG results analysis of information cognition and attitude
In the first decision, the subjects are only affected by the considering factor information. The amplitude of EGG components N2 and P3 explains the decision-makers' cognitive control and decision-making attitude to some extent. The EGG is recorded by the Electroenc EphaloGraph and the off-line processing and subsection are conducted. According to different comparison types, the average superposition is conducted separately (Low et al., 2004) . According to the analysis of the activity diagram of the brain area and the electrode distribution diagram, this paper selects the F3, FZ, and FCZ electrodes of the N2 component to analyze differences of the amplitude. The results are shown in Table 4 .
It can be seen from the data in the above table that there are differences in the N2 component between negative influence and positive influence under the same factor. The reputation factor shows strong significance under positive and negative information stimulus and the economic environment factor is less significant. The interpersonal relationship factor shows strong significance in the FZ electrode point and it shows moderate significance in F2 and FZ electrodes.
The three types of positive trust consideration do not significantly affect the amplitude of three electrodes, but the amplitude under the impact of negative information is significantly higher than that of positive information stimulus.
When decision makers are faced with positive information stimulus, the difference in individual risk preference is significant in the P3 amplitude, indicating that the difference in individual risk preference has a low impact on the eISSN 1303-5150 www.neuroquantology.com 511 decision-making attitude caused by positive information. Both high-risk seekers and low-risk seekers expect high investment and believe that there will be high returns. (Woodard et al., 2012) . There may be a slight difference in the decisionmaking behavior. However, under the impact of negative information, the individual risk preference shows a significant difference in the P3 amplitude. When faced with the same risk information, differences in individual risk preference may result in significant differences in the decision-making attitude, which may further lead to significant differences in the decisionmaking behavior.
Conclusions and outlook
The experiment designs the stimulus of information prompt and the subjects will generate different cognition of the credibility of collaborators, resulting in differences in the N2amplitude in the ACC. The risk preference only exerts impact on the formation process of decision attitude but has no imapct on the cognitive process of trust information. This paper does not introduce the management behavior of the partnership entrepreneurship process into the experiment. Therefore, it is necessary to verify and correct the influence relationship model based on the trust game neural experiment to obtain an influence relationship model with both theoretical and practical significance. Thus, detailed countermeasures to each influencing factor in the partnership entrepreneurship process can be provided through the influence relationship.
